Resilience Dialogues: Conflict and Negotiation in 

Collaborative Science
Wells National Estuarine Research Reserve

Wells, Maine

AGENDA

Monday, October 15, 2018
8:00- 8:30

Continental Breakfast
Objectives

Participants secure the perfect balance of protein, carbs and caffeine to fuel the day.
8:30-8:45

Workshop Objectives & Introductions
Objectives

Participants know the content and process objectives of the day’s training and commit to their role as evaluators of this pilot training.
Participants recognize the diversity of expertise and experience with conflict and collaborative science in the room. 
8:45-10:00

Conflict in Collaborative Science: Results of a Needs Assessment
· What kinds of conflict arise in collaborative science?

· What are the causes and consequences of these conflicts?

· When does conflict arise in collaborative science projects?

Objectives

Participants can discuss preliminary findings from the needs assessment and relate them to their own work experiences with conflict management in collaborative science projects.
Throughout the day, participants will use their experiences to evaluate and add to the framework for understanding and managing conflict in collaborative science developed from the needs assessment for this training

10:00-12:00

Negotiation as a Necessary Element of Collaboration
· Introduction
· Arcadia Bay simulation
· Individual preparation  

· Negotiate

· Report results to the instructors by 12:00
Objectives

Participants will experience the practice of interest-based negotiation through a role playing activity

12:00-1:00

Lunch Break
1:00-3:00

Debrief Arcadia Bay Simulation
· Discussion of outcomes and process

· Principles of integrative and distributive bargaining

· Joint gains and their role in collaborative processes
Objectives

Participants will discuss the outcomes of their negotiations and the processes used to achieve those outcomes.
Participants will be able to describe the differences between integrative and distributive bargaining and understand the processes that enable negotiators to achieve mutual gains in natural resources management.
3:00-3:15
Conflict Case Study – Kalle Matso 
Piscataqua Region Estuaries’ Partnership

Objectives


Participants will recognize factors that can surprise even seasoned facilitators conducting collaborative science projects.

3:15-3:30
Break

3:30-4:30

Strategies for Managing Conflict in Collaborative Science 
· What strategies have been used to prevent, reduce and manage conflicts?

· How might an interest-based negotiation framework help in navigating collaborative science and interdisciplinary team conflicts?

Objectives

Participants share strategies they have used to manage conflict in collaborative science and collaborative processes.
Participants evaluate both challenges and benefits to applying an interest- based negotiation framework in their work with collaboration and collaborative science 
4:30 – 5:00

Training Evaluation

Objectives
Participants complete a written training evaluation and discuss aspects of the training that worked well and what can be improved.

6:00


BYOL Networking Dinner at the Feurt’s 
Definitions

· Collaboration is a process where two or more individuals or organizations deal collectively with issues that they cannot solve individually.

· Collaborative resource management is a process where two or more individuals or organizations deal collectively with issues affecting a natural resource system with which they share a common concern & fate.
· Negotiation is the process of jointly making a decision in the face of divergent human interests

· Interest-based negotiation is a problem-solving process that seeks to:

· Satisfy the multiple interests of the involved parties

· Create the potential for the parties to find joint gains

More about Interest-based Negotiation

Half of the October 15th Resilience Dialogue Training will be devoted to skills-building in Interest-based Negotiation. While not typically considered as such, most human interaction involves informal bargaining to some degree. Negotiation occurs in interpersonal interactions such as that between a parent and child, or between co-workers, as well as in collaborative processes in coastal and estuarine resource management and research. Negotiation is simply the process of jointly making decisions in the face of divergent human interests. It involves reconciling different interests in an environment that often is characterized by many interested parties operating with incomplete information, uneven power, unclear preferences, and incentives that tend to heighten rather than diminish conflict. An interest-based negotiation framework encourages attention to the interests, concerns and needs of parties, and a creative problem-solving approach to addressing those interests. It emphasizes effective communication and a focus on interests rather than positions.

More about the trainers
Julia Wondolleck and Steve Yaffee are professors at the University of Michigan School for Environment and Sustainability. For over 30 years they have taught Negotiation, Mediation, and Collaborative Resource Management to graduate student and mid-career professional audiences, and have facilitated collaborative processes across North America. They are the authors of several books on environmental conflict and collaboration in management of natural resources, including Making Collaboration Work (Island Press, 2000), and Marine Ecosystem-Based Management in Practice (Island Press, 2017). Wondolleck received a BA in economics from the University of California, Davis, and a Master’s and PhD in environmental policy and planning from MIT. Yaffee received his PhD in environmental policy and planning from MIT, and a BS and MS in natural resource management and policy from the University of Michigan. He has been a faculty member at the Kennedy School of Government at Harvard University, and a researcher at the Oak Ridge National Laboratory and the World Wildlife Fund.
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